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Shubeck, Theresa, “For Donors Who Have Every- 
thing: Major donors hardly need another bronze 
plaque. Here’s how to say thank you with sinceri- 
ty and creativity” (major gifts, donor cultivation, 
special events, stewardship). November/De- 
cember 1990, p. 52. 

Skousen, Jonathan, ‘Just Your Type: Put your best 
face forward—use these guidelines to select the 
most appropriate typeface for your needs” 
(typography, design). May 1990, p. 18. 

Sommer, Susan L., “The Perfect Partnership: How 
to choose a recruitment consultant who really 
works for you” (consulting firms, publications). 
February 1990, p. 18. 

Stone, William E., “The Case Against Merchan- 
dising” (merchandising). September 1990, p. 34. 

Sweda, Todd R., “Career Counseling: We must en- 
courage today’s college students to become 
tomorrow’s advancement officers” (staffing). 
September 1990, p. 80. 

Taylor, Bryan W., “‘A Do-it-yourself Directory” 
(alumni directories). May 1990, p. 44. 

Taylor, Gordon A., and Onion, Cathy Chenoweth, 
“Let's Get Cookin’: The right mix of ingredients 
and imagination will help you dish out creative 
alumni programs’’ (planning, reunions, alumni 
activities). November/December 1990, p. 20. 

Thorbeck, John S., “April 15: Donation Day: A for- 
mer fund raiser suggests that the IRS take a les- 
son from the development office” (tax policy). 
April 1990, p. 64. 

Treadaway, Dan; Gleason, Jan; and Ohanian, Roo- 
bina, “Closing the Gap: How can you te!l what 
faculty and staff want to know? Put together a 
survey and ask them” (internal communications, 
market research). October 1990, p. 26. 

Vaughan, Roy, “Read with Care: The new Hand- 
book for Alumni Administration may read better 
the second time around” (book review). January 
1990, p. 57. 

Walters, Philip R., “Choosing Counsel: Do’s and 
don'ts for selecting a planned giving consultant” 
(planned giving, consultants). May 1990, p. 38. 

Weitman, Herb, “Take Your Best Shot: How to fo- 
cus in on better faculty photographs” (photogra- 
phy). March 1990, p. 14. 

White, Douglas E., “Planned Giving Debate: 
Whose Interest Comes First? Side 1: It’s simple. 
Your institution pays you; the donor doesn’t” 
(planned giving). September 1990, p. 54. 

Wilkins, Glenn C., and Emanuel-Wallace, Rachel, 
“Healing Old Wounds: Louisiana State Univer- 
sity’s black alumni group helps alumni put pain- 
ful memories in perspective” (special alumni 
groups). April 1990, p. 38. 

Williams, Roger L., and Gearhart, G. David, “The 
British Are Coming: Fund raising in the United 
Kingdom is catching up fast—and that means 
competition” (United Kingdom fund raising). 
October 1990, p. 72. 

Wilson, Douglas M., “The Real Bottom Line: All 
our efforts are pointless if they don’t accomplish 
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one thing: better-educated students” (advance- 

ment and education). November/December 

1990, p. 80. 

Wolfson, Leslie J., “From Neckties to Nikes: Start- 
ing an alumni merchandising program demands 
more than just business sense” (merchandising). 
September 1990, p. 30. 

Worley, Jeff, and Hodgetts, Susan, “On the Road: 
How the University of Kentucky reaches out to 
local communities with science news” (research 
communications, media relations). June 1990, p. 
17. 

Worth, Michael J., “Economic Outlook: An eco- 
nomic analysis of nonprofits reflects an increas- 
ing scholarly interest in giving and the nonprofit 
sector’’ (book review). July/August 1990, p. 51. 

_____.. “Foresight for Fund Raisers: Two books 
—one classic and one new arrival—offer a far- 
sighted glance at development” (book reviews). 
November/December 1990, p. 63. 

_____.. “The Fundamentals of Fund Raising: A 
step-by-step guide to development for presidents” 
(book review). March 1990, p. 51. 

. “Review Session: A summary of research 
on fund raising may help development officers 
and researchers make the grade” (book review). 
October 1990, p. 63. 

Wyman III, Willard G., “More for Love Than 
Money: At one independent school, the bottom 
line for merchandising is alumni loyalty” (mer- 
chandising, independent schools). September 
1990, p. 32. 

Yoe, Mary Ruth, “Past Perfect: How to research 
your institution’s history—and how to use the 
results” (institutional histories). May 1990, p. 12. 

Zentner, Rene D., “Getting the Business: Some- 
times a change in perspective is your best route 
to corporate grants” (foundation support). 
July/August 1990, p. 40. 

Ziegler, Edward, “In Pursuit of Consistency: At a 

loss with everyone else’s styleguide? Write your 

own” (editorial style, writing). April 1990, p. 20. 


“At Your Service: Alumni groups across the coun- 
try are making a difference in their communi- 
ties” (social service programs, alumni clubs, 
volunteers: alumni relations). Jennifer Jackson 
Sanner, July/August 1990, p. 10. 

“Breaking with Tradition: After your nontraditional 
students graduate, reach them with alumni pro- 
grams designed just for them” (nontraditional 
alumni). Kathleen T. Osborn, June 1990, p. 42. 

“Bright Lights, Big Turnout: Alumni administra- 
tors tell how to stage special events that are sure 
to shine” (reunions, student programs, continu- 
ing education, special events). Tina M. Hay, 
January 1990, p. 18. 

“The Case Against Merchandising” (merchandis- 
ing). William E. Stone, September 1990, p. 34. 

“Common Ground: Catering to alumni who share 
similar interests can strengthen your association 
as a whole” (special alumni groups). Tina M. 
Hay, April 1990, p. 26. 

“Could Mean Trouble: When the unexpected pops 
up in your merchandising program, here’s what 
to do” (merchandising). Lynne M. Bonenberg- 
er, September 1990, p. 42. 

“A Do-it-yourself Directory” (alumni directories). 
Bryan W. Taylor, May 1990, p. 44. 

“Driving a Directory Bargain: Learn the basics of 
alumni directory publishing—from pinpointing 
your needs to picking a publisher” (alumni direc- 
tories). Melinda Burdette, May 1990, p. 42. 

“From Neckties to Nikes: Starting an alumni mer- 

chandising program demands more than just 


business sense” (merchandising). Leslie J. Wolf- 

son, September 1990, p. 30. 

“Healing Old Wounds: Louisiana State Universi- 
ty’s black alumni group helps alumni put pain- 
ful memories in perspective” (special alumni 
groups). Glenn C. Wilkins and Rachel Emanuel- 
Wallace, April 1990, p. 38. 

“Improving with Age: How a Canadian universi- 
ty developed a successful special program just for 
older alumni” (special alumni groups). Doreen 
L. Burr, April 1990, p. 34. 

“Let’s Get Cookin’: The right mix of ingredients 
and imagination will heip you dish out creative 
alumni programs” (planning, reunions, alumni 
activities). Gordon A. Taylor and Cathy Chen- 
oweth Onion, November/December 1990, p. 20. 

“More for Love Than Money: At one independent 
school, the bottom line for merchandising is 
alumni loyalty” (merchandising, independent 
schools). Willard G. Wyman III, September 
1990, p. 32. 

“Postage Due? As the post office audits nonprofit 
mailers, alumni associations face conflicting 
rules—and back postage bills” (postal/mailing). 
Mike McNamee, February 1990, p. 12. 

“Sentimental Journey: Using a hypothetical case 
study, a 50th reunion chair illustrates sure-fire 
ways to lure reluctant alumni back” (reunion 
gifts, reunions). James F. Dickinson, October 
1990, p. 10. 

“Setting the Record Straight: The new Council for 
Alumni Association Executives offers directors 
of self-governed alumni associations a forum for 
debate on today’s pressing issues” (independent 
alumni associations). Robert G. Forman, March 
1990, p. 64. 

“Shared Interest: Oberlin’s group for gay and les- 
bian alumni provides a case study in getting set 
for new affiliates” (special alumni groups). 
Midge Wood Brittingham, April 1990, p. 42. 

“Winners and Sinners: What’s hot and what’s not 
in alumni merchandising” (merchandising). 
Wendy Ann Larson, September 1990, p. 25. 

“Wishing on a Star: How to get the maximum glow 
from your celebrity alumni” (special events, 
celebrity alumni). Donna Shoemaker, March 

1990, p. 18. 


Fund Raising 

“April 15: Donation Day: A former fund raiser sug- 
gests that the IRS take a lesson from the devel- 
opment office” (tax policy). John S. Thorbeck, 
April 1990, p. 64. 

“The British Are Coming: Fund raising in the Unit- 
ed Kingdom is catching up fast—and that means 
competition” (United Kingdom fund raising). G. 
David Gearhart and Roger L. Williams, October 
1990, p. 72. 

“The Case for Collaboration: Public and private in- 
stitutions should cooperate—not compete—for 
funding” (public/private relationships). Mack- 
arness M. Goode, February 1990, p. 64. 

“Charity Begins at Home: Or, how to combine a 
charitable gift annuity with the donation of a re- 
mainder interest in a home” (planned giving). 
William Finestone and Roger Meyer, February 
1990, p. 44. 

“Choosing Counsel: Do’s and don'ts for selecting 
a planned giving consultant” (planned giving, 
consultants). Philip R. Walters, May 1990, p. 38. 

“A Closer Look: A direct mail consultant gets spe- 
cific about what makes an annual fund letter 
pull” (direct mail). Connie Clark, January 1990, 
p. 36. 

“A Closer Look at the Law: The right way, the 

wrong way, and the IRS way to handle premi- 


ums” (tax policy, premiums). Mike McNamee, 
April 1990, p. 18. 

“Coffee, Tea, or Major Gifts? At the University of 
Notre Dame, major donor prospects go first class 
all the way” (major gifts, donor cultivation, spe- 
cial events). Wendy Ann Larson, November/De- 
cember 1990, p. 46. 

“Cooperation, Not Conflict: Why planned giving 
and major gifts officers should work as a team” 
(planned giving, major gifts). Debra Ashton, 
May 1990, p. 64. 

“The Costs of Raising a Dollar: A four-year study 
has produced workable standards for capturing 
comparative costs useful to leaders in fund rais- 
ing, alumni administration, and public relations” 
(budgeting, cost of fund raising). Ellen Ryan, 
September 1990, p. 58. 

“Direct Mail That Delivers: How to write effective 
fund-raising letters” (direct mail). Roland Kuni- 
holm, January 1990, p. 30. 

“The Essence of Management: Setting the right 
direction for your development office is easy 
when you follow these steps to effective plan- 
ning” (management: fund raising, evaluation, 
fund-raising plan, planning). Dennis J. Murray, 
March 1990, p. 26. 

“For Donors Who Have Everything: Major donors 
hardly need another bronze plaque. Here’s how 
to say thank you with sincerity and creativity” 
(major gifts, donor cultivation, special events, 
stewardship). Theresa Shubeck, November/De- 
cember 1990, p. 52. 

“From Ideal to Real: Creative computer use can 
make a development office more manageable”’ 
(computers/word processors, management, fund 
raising). Robin Goldman, March 1990, p. 32. 

“From Zero to Millions: The anatomy of a major 
gift solicitation, from identification to follow-up” 
(major gifts, donor cultivation, staffing, plan- 
ning). Bill Dailey, November/December 1990, 
p. 40. 

“Getting the Business: Sometimes a change in per- 
spective is your best route to corporate grants” 
(foundation support). Rene D. Zentner, July/Au- 
gust 1990, p. 40. 

“Having It All: Even the smallest office can juggle 
the demands of development. Here’s how to 
manage them well” (small shop, management: 
fund raising, planning). Kathleen A. Kavanagh, 

* March 1990, p. 38. 

“Information, Please: Without a national data col- 
lection effort, we can’t develop the fund-raising 
knowledge we need” (donor database, research 
findings). Larry L. Leslie, January 1990, p. 80. 

“Knowing the Field: For grant seekers, distinctions 
between corporate and independent foundations 
are lessening but still important” (foundation 
support). Lindy Keane Carter, July/August 1990, 

. 34. 

“Lights! Curtain! Money! You can support a 
vigorous arts program—and the arts can also help 
support you” (arts fund raising). Larry E. Eck- 
holt and Bonnie Gordon, February 1990, p. 7. 

“The Matching Gift Muddle’’ (matching gifts, tax 
policy, premiums). Mike McNamee, April 1990, 

15. 


p. 15. 

“Planned Giving Debate: Whose Interest Comes 
First? Side 1: It’s simple. Your institution pays 
you; the donor doesn’t” (planned giving). Doug- 
las E. White, September 1990, p. 54. 

“Planned Giving Debate: Whose Interest Comes 
First? Side 2: It’s complex. But looking out for 
the donor helps everyone in the long run” 
(planned giving). Deborah Blackmore, Septem- 
ber 1990, p. 56. 

“Pooling Your Assets: An innovative planned giv- 

ing option may get you a public building from 

private funds” (planned giving). Kenneth M. 
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Hart, February 1990, p. 40. 

“Privacy and the Prospect Researcher: How to draw 
the line between uncovering useful donor data 
and digging up dirty little secrets” (prospect re- 
search, ethics). Mike McNamee, June 1990, p. 
10. 

“The Problem with Premiums: Whether discounts 
or dinners, your thank-yous to donors cut their 
tax deductions—and the IRS wants you to tell 
them so” (tax policy, gift clubs, premiums). Mike 
McNamee, April 1990, p. 12. 

“Sentimental Journey: Using a hypothetical case 
study, a 50th reunion chair illustrates sure-fire 
ways to lure reluctant alumni back”’ (reunion 
gifts, reunions). James F. Dickinson, October 
1990, p. 10. 

“Stamping Out the Software Myths” (computers/ 
word processors, fund raising). Stephen C. Falk, 
March 1990, p. 35. 

“Starting Out Small: Even if you’re short on staff, 
planned giving can be part of your program” 
(planned giving, small shop). Dan J. Nicoson, 
May 1990, p. 34. 

“Strike the Right Match: A new test can help spark 
better decisions in hiring development staff” 
(staffing, hiring). Diana L. Cook, John B. Shor- 
rock, and Isadore Newman, April 1990, p. 44. 

“The Study of Money: What we know and what we 
need to know about college fund raising” (re- 
search findings). Thomas R. Pezzullo and Bar- 
bara E. Brittingham, July/August 1990, p. 44. 

“Thanks for the Memories: Start a reunion gift pro- 
gram to help returning alumni help your institu- 
tion” (reunion gifts). Scott R. Lange and Ellen 
Ryan, October 1990, p. 14. 

“Thanks in Advance: How recognizing planned 
gifts can help get you more and bigger donations” 
(planned giving, gift clubs, donor recognition). 


Gary L. Martin, May 1990, p. 22. 

“Thirty Years of Fund Raising: Master fund rais- 
er David Dunlop tells what he’s learned about the 
staff's role in dealing with donors” (major gifts, 
donor cultivation, planning, staffing). David 
Dunlop with Ellen Ryan, November/December 
1990, p. 32. 

“A View from Canada: Planned giving has plenty 
of obstacles—but pounds of potential” (planned 
giving). Susan Montague, May 1990, p. 28. 

“Working for the Weekend: A carefully planned 
major donor weekend program can bring more 
than money to your campus” (major gifts, donor 
cultivation, special events). Susan Clotfelter, 
November/December 1990, p. 44. 


“ ‘The Kind of Teacher We All Hoped We Could 
Be’: Rice University’s Dennis Huston” (profes- 
sor of the year). Ellen Ryan, January 1990, p. 11. 

“A Quehl Retrospective: President Gary Quehl 
looks back on his years at CASE” (CASE pro- 
grams and services). Donna Shoemaker, June 
1990, p. 6. 

“The Real Bottom Line: All our efforts are point- 
less if they don’t accomplish one thing: better- 
educated students” (advancement and educa- 
tion). Douglas M. Wilson, November/De- 
cember 1990, p. 80. 

“Recognition 1990” (CASE Recognition program). 
October 1990, p. 44. 

“* ‘There Is So Much Good That We Do’: CASE’s 
former board chair takes a brief look back at the 
sureties and surprises of 1989-90” (CASE pro- 
grams and activities). Warren Heemann, 
November/December 1990, p. 10. 


Born to Raise: What Makes a Great Fundraiser; 
What Makes a Fundraiser Great, Jerold Panas, 
March 1990, p. 52 (reviewed by Michael J. 
Worth). 

Changing Demographics: Fund Raising in the 
1990s, Judith E. Nichols, November/December 
1990, p. 64 (reviewed by Michael J. Worth). 

Designs for Fund-Raising, Harold J. Seymour, 
November/December 1990, p. 63 (reviewed by 
Michael J. Worth). 

Handbook for Alumni Administration, edited by 
Charles Webb, January 1990, p. 57 (reviewed by 
Roy Vaughan). 

Higher Education and State Governments: Renewed 
Partnerships, Cooperation, or Competition? Ed- 
ward R. Hines, January 1990, p. 58 (reviewed by 
Howard Ray Rowland). 

The Hundred Yard Lie: The Corruption of College 
Football and What We Can Do to Stop It, Rick 
Telander, May 1990, p. 52 (reviewed by Howard 
Ray Rowland). 

Minorities on Campus: A Handbook for Enhanc- 
ing Diversity, edited by Madeleine F. Green, 
January 1990, p. 58 (reviewed by Howard Ray 
Rowland). 

The Nonprofit Economy, Burton A. Weisbrod, 
July/August 1990, p. 51 (reviewed by Michael J. 
Worth). 

The Old College Try: Balancing Athletics and Aca- 
demics in Higher Education, John R. Thelin and 
Lawrence L. Wiseman, May 1990, p. 51 (re- 
viewed by Howard Ray Rowland). 

The President and Fund Raising, edited by James 
L. Fisher and Gary H. Quehl, March 1990, p. 51 
(reviewed by Michael J. Worth). 

The Rules of the Game: Ethics in College Sport, 


Where Were You in 1965? 


If you’ve spent 25 years or more as an advancement practitioner—or if you know 
someone who has—please tell us about it. Each year, CASE recognizes professionals 
whose careers include 25 years in campus-based institutional advancement; to 

nominate one of your colleagues or yourself, just write to Virginia Carter Smith, 
Senior Vice President for Operations, 11 Dupont Circle, Suite 400, Washington, 
DC 20036. Your letter should include the nominee’s full name, title, institution, 
address, and list of positions in advancement (including institutions and dates of 
service), and should be mailed by February 28, 1991. 


FANUARY 199 


| 
| 
| 
| 
4a) 
> 


edited by Richard E. Lapchick and John B. 
Slaughter, May 1990, p. 52 (reviewed by Howard 
Ray Rowland). 

You Are the Message: Secrets of the Master Com- 
municators, Roger Ailes, January 1990, p. 59 
(reviewed by Howard Ray Rowland). 


Alumni Periodical Goals, Resources, and Quality: 
A Study of the Perceptions of Campus Editors, 
Alumni Professionals, and Journalism Educa- 
tors, Donna Marie Shoemaker, April 1990, p. 51 
(reviewed by Robin Goldman). 

Applying Alumni Research to Fund Raising, Ger- 
linda S. Melchiori, November/December 1990, 
p. 60 (reviewed by Robin Goldman Netherton). 

A Comparison of Decentralized and Centralized 
Patterns of Managing the Institutional Advance- 
ment Activities at Research Universities, Mar- 
garete Rooney Hall, November/December 1990, 
p. 59 (reviewed by Robin Goldman Netherton). 

Critical Components of Successful Two-year Col- 
lege Foundations, Berton Lee Glandon, Febru- 
ary 1990, p. 47 (reviewed by Robin Goldman). 

A Direct Mail Application and Test of Cialdini’s 
Model of Influence as Applied to University 
Alumni, Anita D. Herington, April 1990, p. 52 
(reviewed by Robin Goldman). 

Factors Associated with Success of Resource Devel- 
opment Programs at California Community Col- 
leges, Paula Jane Jenner, February 1990, p. 47 
(reviewed by Robin Goldman). 


“Postage Due? As the post office audits nonprofit 


mailers, alumni associations face conflicting 
rules—and back postage bills” (postal/mailing). 
Mike McNamee, February 1990, p. 12. 


Institutional Relations 

“Asking the Right Questions: Like good research- 
ers, research communicators need to know how 
to tell if scientific findings are valid” (research 
communications). Ruth Mehrtens Galvin, 
November/December 1990, p. 12. 

“Building Coherent Communications: How 
metaphor and a master plan can help PR practi- 
tioners overcome ‘organized anarchy’ ” (PR 
plans, planning). Dan Forbush and Patricia A. 
Foster, March 1990, p. 44. 

“Closing the Gap: How can you tell what faculty 
and staff want to know? Put together a survey and 
ask them” (internal communications, market re- 
search). Jan Gleason, Roobina Ohanian, and 
Dan Treadaway, October 1990, p. 26. 

“Coverage That Counts: Adding creative media 
campaigns to your recruitment strategies can 
equal success in admissions” (student recruit- 
ment support, media relations). Nancy Moss, 
September 1990, p. 49. 

“Dead on Arrival: How to avoid boring the 
media—and embarrassing your campus—with 
‘non-news’ story ideas” (media relations). John 
McGauley, April 1990, p. 48. 

“Focus on Your Audience: Use market segmenta- 
tion to bring specific messages to specific peo- 
ple” (PR plans, constituent relations). James E. 
Grunig, February 1990, p. 36. 

“Getting Out the Inside Story: When crisis strikes, 
internal audiences need accurate information. 


Here’s how to predict, prevent, and prepare for 

troubled times” (internal communications, cri- 

sis planning). Sally Ann Flecker, October 1990, 
38 


p. 38. 

“Hope for the Hopeless Writer: Even if you don’t 
aspire to a Pulitzer, you can become a clear com- 
municator” (writing). Jim Sellers, January 1990, 
p. 24. 

“Making Good Writing Great: The message is 
clear: Keep it short, original, and vibrant” (writ- 
ing). Paula LaRocque, January 1990, p. 44. 

“Network News: To get the word out fast, pioneer- 
ing campuses are plugging into computerized 
communication” (internal communications, 
computers/word processing). Dan Forbush and 
Mark Owczarski, October 1990, p. 32. 

“On the Road: How the University of Kentucky 
reaches out to local communities with science 
news” (research communications, media rela- 
tions). Susan Hodgetts and Jeff Worley, June 
1990, p. 17. 

“Past Perfect: How to research your institution’s 
history—and how to use the results” (institutional 
histories). Mary Ruth Yoe, May 1990, p. 12. 

“Putting Theory to Work: A look at an essential ele- 
ment of communications strategy: the diffusion 
process” (research findings, PR plans, commu- 
nication theory). Peter H. Hollister, February 
1990, p. 30. 

“The Science Behind Public Relations: We need 
rigorous research, not more news releases, to get 
the results we want” (research findings, PR 
plans). J.D. Rayburn II and Thomas L. Preston, 
February 1990, p. 26. 

“Smooth Talk: Behind all great writing is great 
material. Here’s how to get it from an interview” 
(writing). John Brady, January 1990, p. 48. 


Annual giving pro Allison Haltom of Duke University shares her 
expertise on the three stages of solicitation: personal, telephone, 

and direct mail. Now you can get the benefits of a CASE conference 
with the flexibility and convenience of training on your own campus. 


Gary Evans of Barnes & Roche Inc. and formerly of University of North Carolina at Chapel Hill, and Bill 
McGoldrick of Rensselaer Polytechnic Institute formed Advancement Training Services to develop the seminar. 
It’s a valuable investment that will be repaid by improved fund-raising effectiveness. 


For more information and an order form, call CASE at (202) 328-5929. 


Improving Your 
Annual Fund 


A new in-house training seminar 


This videotaped presentation is accompanied by high-quality 
training material that enables you to teach your staff the basics 
and personalize with examples from your own institution. 


Teach annual fund basics to your development staff— 
when and where you want 


@ecCaASE CURRENTS 


| 
| 
4 


“Turning Mega-events into Mega-coverage: When 
newsmakers hit your campus, be ready with a 
plan, parking passes, and a place for your cam- 


pus community” (special events, media rela- (O] 

tions). Catherine Sams. suly/August 1990, p. 16. = ac Gu [0] 
“Under the Weather: Cne organizer tells what are 

rained on her commencement parade’’ (special 


MicroSystems 


INCORPORATED 


college students to become tomorrow’s advance- gee : 
ment officers” (staffing). Todd R. Sweda, Sep- The Leading Sup p lier of Software Solutions f 

“Close Up: CASE’s Special Cases” (minorities, in- 


, p. 20. 

“The C f Raisi llar: A four- 
DEVELOPMENT 


i ful to leaders in fund rais- 
ing umn administration, and public relations” | MEMBERSHIP 
(budgeting, cost of fund raising). Ellen Ryan, 


“The Essence of Management: Setting the right ; 
direction for your development office is easy : 
when you follow these steps to effective plan- a s FU N D ACCOU NTING 
March 1990, p. 26. : _ For more information call: 

“The Feminization of CASE: Does a surge of wom- 
en professionals spell big changes for the field? 
The answer is no, according to the new CASE- 
Ketchum Survey of Institutional Advancement” 
(staffing, job responsibilities, women, minori- 
ties). September 1990, p. 8. 

“Having It All: Even the smallest office can juggle 
the demands of development. Here’s how to 
manage them well” (small shop, management: 
fund raising, planning). Kathleen A. Kavanagh, 
March 1990, p. 38. 


“The Outlook for Women: Despite their increasing : : CAM P US S CE N ES 


numbers, women still command lesser titles and 


lower pay” (salaries, women). September 1990, OF YOUR SCHOOL 


“The Salary Surge: With an average salary of nearly 
$42,000, advancement professionals are making 
real progress in their pay” (salaries). September 
1990, p. 15. 

“Strike the Right Match: A new test can help spark 
better decisions in hiring development staff” 
(staffing, hiring). Diana L. Cook, John B. Shor- 
rock, and Isadore Newman, April 1990, p. 44. 

Auctioneer & Consultant, CAI 

For your next fund-raising event 


Periodicals do a Benefit Auction. 


“Editors Under Siege: Are you fighting for your I have raised over $20 million dollars FUND RAISERS ® GIFTS 
periodical’s life? Here’s the ammunition you in 600 Benefit Auctions since 1980. 
need” (internal support, financing). Donna Gutiafied cliente on Our hand-signed prints are created 
Shoemaker, July/August 1990, p. 22. wrens from pen & ink drawings, done by our 

“A Fascinating Picture: A journalist’s thesis illus- Absolutely fantastic performance. Evelyn Hayes artist, which captures the essence and 
trates the current state of affairs for alumni peri- charms the audience into bidding through enter- spirit of your school. Prints are faithfully 
odicals” (content, design, editing, management: tainment: Stand-up comedy? Playing the banjo? Ven- reprodu ced on fine h eavy-weight stock 


+ 4: 4 triloquism? Mime? Juggling? Magic? She does it all 
aeons pap Shoemaker, November/De with class, style and professionalism. Fetching & handsomely matted 12” X 16” 


: : dollars? She is incomparable! or 9” X 12” in your choice of mat color. 
“Hope for the Hopeless Writer: Even if you don’t —Fairmount Theatre of the Deaf y 


aspire to a Pulitzer, you can become a clear com- & 
municator” (writing). Jim Sellers, January 1990, he 
ging of that event, has us dazed with 
p. 24. : . : admiration! —Mount Holyoke College Ask about our custom notepa per. 
“In Pursuit of Consistency: At a loss with everyone 


else’s styleguide? Write your own” (editorial Call me ... Listen to my voice F 
style, writing). Edward Ziegler, April 1990, p. it has money in it! , The Newburyport Printmaker 
20. 
“Just Your Type: Put your best foot forward—use Prosperity Productions 59 Ferry Road 
these guidelines to select the most appropriate 920 Beverly Road Newburyport, Massachusetts 01950 


i E i ights, Ohio 44121 Telephone (508) 462-6021 
typeface for your needs” (typography, design). Cleveland Heights 
Jonathan Skousen, May 1990, p. 18. (216) 381-3878 
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Celebrate with celebrities. 

To help fund a $250,000 endowment in 
honor of former chancellor John B. Slaugh- 
ter, the University of Maryland at College 
Park invited its friends in for “A Celebrity 
Evening.” Festivities last October included 
tributes from faculty, entertainment from 
students, and remarks from local notables 
and Slaughter himself. A major attraction 
was Bill Cosby, who spoke last. UM's event 
brought in about 570 guests; individual 
tickets went for $100 (or $500 for named 
patrons), and 18 corporate tables sold for 
$5,000 each. Net proceeds of just over 
$100,000 went into the endowment, which 
will support four students a year. For a copy 
of the successful evening's eight-page pro- 
gram, write Tom Hiles, 2141 Tydings Hall, 
UM, College Park, MD 20742. 


is your faculty two-faced? 

At least they look different at work and at 
play. Albright College captures the two 
sides of 13 professors in a well-designed 
recruitment booklet called “Mentors: An Al- 
bright Album.” The piece pairs persuasive 
one-page profiles of the profs as they look 
after hours and around campus; this CASE- 
award-winning publication goes to parents 
of inquiring students. For a copy, write Scott 
Friedhoff, Director of Admissions, AC, PO 
Box 15234, Reading, PA 19612-5234. 


Now listen up. 

If you give more lip service than ear serv- 
ice to the importance of listening, you could 
lose gifts or good will. But if you train your- 
self to pay close attention, you'll learn to ask 
questions that will motivate donors toward 
the best gift. To practice precise listening in 
solicitations, you need only role play with 
five playing cards and a few blank name 
tags. Intrigued? Consultant Marshall Schell 
will share details of his training exercise. For 
instructions, write Schell at 8 Norwottuck 
Circle, Amherst, MA 01002. 


Shadow, nature, and smiles. 
These themes run throughout an impres- 
sive viewbook from Santa Catalina School. 
Awhite die-cut cover opens onto introduc- 
tory pages that look like a beloved photo al- 
bum. Through sophisticated use of cool 
colors and white space, the booklet con- 
veys the vibrancy of campus life. This all- 
purpose publication also describes the 
school's mission, history, and services and 
contains a catalog and preliminary applica- 
tion. For a copy, write Karen Wiskoff, Direc- 
tor of Communications, SCS, Mark Thomas 
Dr, Monterey, CA 93940. 


“Magazine Miracles: Advice on excellence for un- 
derfunded, understaffed campus editors” (small 
shop, content). Catherine L. O’Shea, June 1990, 
p. 48. 

“Making Good Writing Great: The message is 
clear: Keep it short, original, and vibrant” (writ- 
ing). Paula LaRocque, January 1990, p. 44. 

“Smooth Talk: Behind all great writing is great 
material. Here’s how to get it from an interview” 
(writing). John Brady, January 1990, p. 48. 

“Staying Alive: When the budget cutter cometh, be 
ready to slash costs and revive revenues” (financ- 
ing, advertising). Tina M. Hay, July/August 
1990, p. 28. 

“Take Your Best Shot: How to focus in on better fac- 
ulty photographs” (photography). Herb Weit- 
man, March 1990, p. 14. 


“A Lesson from Industry: An economist argues that 
American education, like American factories, 
needs retooling”’ (education issues, education’s 
relationship to the economy). Ray Marshall, 
March 1990, p. 8. 

“Making the Grade: A university president cites 
five areas—from structure to students—in which 
higher education must improve” (quality of edu- 
cation). Edward T. Foote II, April 1990, p. 8. 

“The Price Is Right: Teaching the public about the 
cost of education will help explain the price of tu- 
ition” (cost/price of education). Richard Berend- 
zen, May 1990, p. 8. 


“Building Coherent Communications: How 
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FUND-RAISING COUNSEL 


115 East Springs Road 
Columbia, SC 29223 
(803) 736-5010 


metaphor and a master plan can help PR practi- 
tioners overcome ‘organized anarchy’ ” (PR 
plans, planning). Dan Forbush and Patricia A. 
Foster, March 1990, p. 44. 

“Hope for the Hopeless Writer: Even if you don’t 
aspire to a Pulitzer, you can become a clear com- 
municator” (writing). Jim Sellers, January 1990, 
p. 24. 

“In Pursuit of Consistency: At a loss with everyone 
else’s styleguide? Write your own’ (editorial 
style, writing). Edward Ziegler, April 1990, p. 
20 


“Just Your Type: Put your best face forward—use 
these guidelines to select the most appropriate 
typeface for your needs” (typography, design). 
Jonathan Skousen, May 1990, p. 18. 

“Making Good Writing Great: The message is 
clear: Keep it short, original, and vibrant” (writ- 
ing). Paula LaRocque, January 1990, p. 44. 

“Past Perfect: How to research your institution’s 
history—and how to use the results” (institutional 
histories). Mary Ruth Yoe, May 1990, p. 12. 

“Smooth Talk: Behind all great writing is great 
material. Here’s how to get it from an interview” 
(writing). John Brady, January 1990, p. 48. 

“Take Your Best Shot: How to focus in on better fac- 
ulty photographs” (photography). Herb Weit- 
man, March 1990, p. 14. 


“As Good As Your Word: Set your campus apart 
from the competition with better recruitment 
writing” (writing). Wendy Ann Larson, January 
1990, p. 38. 

“Coverage That Counts: Adding creative media 
campaigns to your recruitment strategies can 
equal success in admissions” (student recruit- 
ment support, media relations). Nancy Moss, 
September 1990, p. 49. 

“Defying Demographics: Yes, the number of pro- 
spective students is dropping. But that doesn’t 
mean your enrollment must as well” (future 
trends, demographics, minority students). Ar- 
thur Levine, June 1990, p. 26. 

“A Different Breed: Why creating recruitment 
materials for grad students is like herding cats, 
and other tails” (graduate students). David May, 
October 1990, p. 20. 

“For Adults Only: How three colleges deliver their 
messages to nontraditional recruits” (marketing, 
adult students). Wendy Ann Larson, June 1990, 
p. 38. 

“Opening Doors: Three institutions strengthen their 
recruitment efforts to welcome Hispanic stu- 
dents” (minority students). Ricardo B. Proven- 
cio, June 1990, p. 32. 

“The Perfect Partnership: How to choose a recruit- 
ment consultant who really works for you” (con- 
sulting firms, publications). Susan L. Sommer, 
February 1990, p. 18. 

“What’s in the Cards for Student Recruitment? 
Prognosticators in and out of advancement 
predict the future of everything from marketing 
to financing” (future trends). June 1990, p. 22. 


If This Index Leaves 
You Wanting More. . . 
If you want a more comprehensive version of this 
index, order the CASE CURRENTS Index 
1975-87. This convenient reference lists 13 years 
of articles by subject and author. Send $15 
(prepaid, includes shipping) to CASE Publica- 
tions Order Dept., 2700 Prosperity Ave. , Fairfax, 
VA 22031. (Order No. 22701) 
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